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On the Cover 


This month it is the official poster marking the 
birthday of the Boy Scouts of America. 

The 40th anniversary of the Boy Scouts of America 
will be observed February 6 to 12 in every part of the na- 
tion by more than 2,300,000 boys and adult leaders. 
“Strengthen Liberty” is the birthday theme. The Boy 
Scouts’ “Crusade to Strengthen the Arm of Liberty’ 
continues through 1950. 

During Boy Scout Week, Units will hold “Crusade 
Night” meetings when 1949 Crusade Awards will be 
presented. Representing the 12 Scout Regions, 12 out- 
standing Boy Scouts will make a “Report to the Nation” 
at Washington, D. C.. 
porated February 8, 1910. They will also take part in an 
impressive ceremony at Independence Hall in Phila- 


where the movement was incor- 


delphia. 

The highlight of 1950 will be the Second National 
Jamboree which will see 40,000 Scouts and Leaders 
camping together at Valley Forge, Pennsylvania, from 
June 30 to July 6, including Scouts of other lands. 

Since 1910 more than 16,500,000 boys and men have 
heen identified with the Boy Scouts of America. 


Wage-Hour Law 


By JOSEPH E. NEWTON 


New Definitions of Executive and Administrative 


Employees 


The following is a summary of the new “white collar” 
regulations issued by the Wage and Hour Administrator 
which became effective on January 25. 1950: 


Executives: Executive employees must be paid at 
least $55 a week on a salary basis. They must also meet 
all these work tests: (1) primary duty is to manage the 
enterprise or department or department subdivision; 
(2) direct work of at least two other workers: (3) have 
authority to hire and fire or their suggestions on hiring. 
firing, promotion and the like carry weight: (4) use dis- 
cretionary powers; and (5) work not directly and 
closely related to exempt executive duties cannot exceed 
20‘. of own hours worked in the workweek. 


Exceptions: Employees paid at least $100 a week 
on a salary basis and who meet the first two tests above 
are exempt even if they don’t meet the other tests. The 
20‘+ nonexempt work limit does not apply to an employee 
in sole charge of an independent establishment or a phys- 
ically separated branch establishment, or who owns at 
least a 20‘ interest in the enterprise. 


Administrative Employees: To be exempt. adminis- 
trative employees must be paid at least $75 a week on 
a salary or fee basis. In addition, they must (1) have 
as their primary duty, office or nonmanual field work 
directly related to management policies or general busi- 
ness operations of their employer or employer's custom- 
ers; (2) use discretion and judgment; (3) directly 
assist the owner or a bona fide executive or adminis- 
trative employee, or perform under only general super- 
vision specialized or technical work requiring special 
training, experience or knowledge, or execute under only 
general supervision special assignments; and (4) cannot 
spend more than 20‘ of their own hours worked in the 
workweek doing work not directly and closely related 
to their exempt administrative duties. 


Exceptions: Employees paid at least $100 a week 
on a salary or fee basis and who meet the first two tests 
above are exempt even if they don't meet the other tests. 

These regulations went into effect on the same day as 
the new Wage and Hour Law. which, as you have been 
previously notified, provides for a minimum wage of 
75¢ an hour. 

Each lender should review his employment records to 
determine who are classified as executive or administrative 
employees for exemption purposes under the Wage and 
Hour Law and should make sure that as of January 25th 
those whom he expects to classify as executives or ad- 
ministratives are making the requisite salaries and other- 
wise fit within the definitions set forth in the new regu- 
lations. 

The Administrator has issued a very lengthy explana- 
tory statement concerning the new Regulations and _ it 
appears he expects to become quite technical. For 
example, it is pointed out that an employee may perform 
exempt work one week and not the next; job titles mean 
nothing; it is the type of work performed. Time records 
may be necessary to show that an otherwise exempt 
employee did not exceed the 20‘, limitation on non- 
exempt work. 

Each lender should study these carefully and determine 
his own policy after a consideration of his own particular 
situation. 
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Buying on the cuff continued to 
gain during November. At the month's 
end a total of $17,823 million in con- 
sumer credit was outstanding. This was 
$603 million above that at the end of 
October and $2,084 million above that 
of a year previous. 


The Wall Street Journal. 


An income of $1,635 offers few 
frills. It requires between $1,440 and 
$1.830 a year to keep an elderly couple 
going, depending upon the regional 
location, according to the Federal Se- 
curity Agency. Figures are based on 
living costs in 13 major cities. Houston's 
living costs were lowest, Washington's 
highest. New York is the second cost- 
liest city, the budget being estimated 


at $1,780. 


A credit-reporting agency in an 
eastern city made the following report 
concerning a debtor: “We have a report 
that this party has no property. either 
real or personal; no credit, either actual 
or potential; no prospects, either pres- 
ent or future; and no hope, either here 
or hereafter.” 

Midwest Restaurant News. 


The average family today has 
to use credit, amortized out of income, 
to acquire all major durable goods 
That fact is still not recognized gen 
erally by those who are not themselves 
in that position. The important ques 
tion to examine before judging the wis 
dom of any particular transaction, is not 
whether the purchase is made for cash 
or on time, but whether it is sound in 


relation to the buyer's scale of living. 
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his present and future income, and his 
management of that income. 

If cash lenders and sellers alike con 
sound standards in 
individual 
then the 


tinue to apply 
instalment 
loan and sale total 


volume of consumer credit will remain 


evaluating each 
credit. 


Then, no matter how large that 
volume becomes, it can have only one 
result: to contribute to healthier, hap- 
pier, more effective living throughout 
the land, enabling more and more con- 
realize their their 


sound, 


sumers to hopes, 
dreams, their ambitions. 
Ernst A. Dauer. 

A century ago the British econo- 
mist John Stuart Mill demonstrated 
that. if property-owners and employers 
are taxed increasing amounts to support 
the incompetent and lazy members of 
society, the number of the latter in- 
creases as the number of the former 
More and more of the lazy 
thus depend upon the taxes of fewer and 
fewer until all will 
merge into one bankrupt and helpless 
mass. The final 
failure. 


decreases. 
property-owners 


result is chaos and 
Adams Impressions. 


15 points of hope—of opportu- 
nity: 

1. We have $212 billions in national 
income. 85° goes to families whose an 
nual income is under $5000. 

2. We have the highest purchasing 
power in history, dollar-wise. 

3. The “have nots” have more. 

1. The demand is unfilled in many 
areas. 

5. Industrial production is 182 over 
that of 1935-39. 

6. There has been an 8° increase in 
population since Pearl Harbor. 

7. There have been 15 million new 
families in the ten years since 1940. 

8. There are 59.676.43642 people em- 
ployed. 

9. Our banking structure has never 
been stronger. 

10. Business inventories are the small 
est in years. 

ll. Credit is abundant; 
be a $21 billion expansion. 


there could 


12. We now have the highest level of 
orders for heavy production equipment. 

13. Farm debt is less than '5 of farm 
income. 

14. There is some desirable room for 
expansion. 

15. There is need for public improve 
ment of all kinds. 

From address of Gene Flack to Ohio 

{ssociation meeting. 


An investment in knowledge 
always the best Poor 


Richard. 


pays interest. 





COLORADO 


Broadmoor Hotel, Colorado 
Springs. March 31 and April 1 


FLORIDA 
Jacksonville. March 9-10 


ILLINOIS 
Orlando Hotel, Decatur, April 26- 


97 
La Salle Hotel. Chicago, Ox tober 
24-25 
IOWA 
Hotel Russell-Lamson, Waterloo, 
May 11-12 


KENTUCKY 
Paducah, May 16-17 


MICHIGAN 


Belvedere Hotel, Charlevoix, June 
29.30 


Statler Hotel, Detroit. October 


21-26 





MEETING SCHEDULE 


NEBRASKA 

Fontenelle Hotel. Omaha, 
ary 21-22 

NEW JERSEY 

Club. 


Febru- 


Trenton Country Trenton. 


June 8 
Essex House, Newark, October 11 
NEW YORK 
New York City, April 18-19 
OHIO 
Deshler-Wallick Hotel, 
October 17-19 
PENNSYLVANIA 
Roosevelt Hotel. Pittsburgh, Feb- 
ruary 15 
Reading, May 10 
September 13 
Philadelphia, November 10 
UTAH 
Ogden, February 25 
VIRGINIA 
George Mason Hotel, Alexandria. 
April 19-20 


Columbus. 
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Executive Operating Guidance 


By DAVID B. LICHTENSTEIN 


Vr. Lichtenstein is 


{merican Investment 


executive vice 
president of the 
Company of Illinois, St. Louis, Missouri. 
These are excerpts from an address de 
livered at the 
Indiana 
Credit Companies, Inc. 


annual meeting of the 


{ssociation of Installment 


observed in a 


What 


new economic 


rules must be 


eyele if the extension 
of credit is to be kept on a sound basis 
and undue delinquencies are to be 
avoided ? 

fields to watch that 


recognize 


There are new 


sometimes arise before we 
them. 

As an example, the passing of the 
75-cent minimum wage law produces 
credit. It is 
apparent that a person who made $16 
M)-cent 


could not very well use consumer credit 


new users of consumer 


per week under a minimum 
and undertake weekly or monthly pay 
ments, yet he may with his new 75-cent 
minimum become a potential customer 
for some type of loan service. 

field of 
when the minimum wage 


And I predict 


that $1.00 an hour is somewhere in the 


There will be another new 
opportunity 
goes to $1.00 an hour 


near future 

Not to be overlooked is the natural 
growth of population as a continuing 
factor in broadening our horizon—if 
we let it! If we are to rely on it as 
one of our opportunities for the future, 
we must prepare for it. go after it, de 
velop our services for it and develop it 
for our services. Someone will! 

Let us consider whether the old tech 
niques are still productive or whether 
new rules must be devised to meet to 
day's challenge 

I believe the main problem confront 
ing management at all times is to lay 
dewn sound rules, in writing, adapted 
from experience. ‘which harness or con 
trol the amount of money or the amount 
of credit extended to each customer 
| have always found that if you meas 
ure a person’s ability to repay. first 
having considered and satisfactorily ap 
proved his character standing, by his 


Ww eekly 


extending the 


income and refrain from over 
amount of credit, vou 


have been of service to a customer 
You have given him the credit he needs 
without overloading him. By following 


should 


to a ratio of weekly 


a scale executives limit loans 


income; increast 
loans as 


but still 


or decrease the maximum 


one’s Income goes up or down 


staying with the formula 


Let me along te vou, one of 


the rules sent to our personnel for mak 


pass 


[4] 


ing automobile loans. It seems to keep 
the lender out of trouble 

“You must never lend more on any 
make of older than 6 
years than you would lend on the ‘av 
erage Chevrolet of 
the same model and year. For exam- 
ple: a 7-year-old Buick 8 Century Sedan 


motor vehicle 


cash’ value of a 


may have an ‘average cash’ value of 
$560 but a 7-year-old Chevrolet Sedan 
(or of the 
have an ‘average cash’ value of $500. 


same type of body) will 
The most that you can possible lend 
on the Buick is $500. Never 
from this rule.” 


deviate 


To provide the trained personnel and 
executives needed to permit the com 
pany to grow soundly, our organization 
provides a complete educational pro 
gram. We 
than going outside the organization to 
look for them. 

Trainees are selected by means of a 
ability test and a 


build our managers, rather 


mental personality 
questionnaire, plus a complete diagnos 


blank. The 


program Consists of several phases: ac 


tic application training 
tual performance of various duties un 
der supervision, use of manuals and 


other reference material, correspond 
ence-type lessons, regular group classes 
and examinations. 

The employee benefit program is well 
rounded and comprehensive. Some of 
the benefits offered to personnel are: 
Thrift 


group life, disability and hospitalization 


accounts plan paying interest. 
insurance, Christmas bonus, profit-shar 
substantial 
stock to 
personnel, a stock purchase plan. vaca 


ing trusts which provide 


amounts in cash or company 
tions—-up to three weeks for personnel 
with 8 years of service, and a Retire 
ment Plan-——designed for retirement at 
age 60 or before. 

You may be interested in economies 
which we have effected in connection 
with the solicitation of former customer 
accounts. 

Exhaustive studies show that the high 
est percentage (number) of former cus 
tomers returned to us within two and 
one-half years. However, even those 
which returned between two and one 
half years and five and one-half years 
were obtained at a cost much less than 
that of obtaining new loans. 

Following these studies and acting on 
them. we have adopted the policy of 


net soliciting former customers who 


paid out over six years ago, 


except 
once or twice a year. On such solicita 
tion we use Postal Form 3547 in ordet 
to correct our address and cull-out those 


on which there is no known address 


The savings have been substantial, es 
pecially on older long established of 
fices. 

To go on with techniques, another 
matter with which we have concerned 
ourselves is the saving of floor space in 


records. We 


have installed a microfilming machine 


the preservation of old 


and have made an extensive survey of 
the kind of camera to be used. The cost 
per month is considerably less than the 
floor space previously used for the tre 
mendous number of records that seem 
to be needed in this 


now have one file cabinet with 600 rolls 


business. We 


of film to replace about 70 letter-size 
t-drawer filing cabinets. 

Selecting a location for a consumer 
credit office is extremely important 
since more thought has been given to 
ground Most of the 


stores on the ground floor are narrow 


floor locations. 
and do not lend themselves to efficient 
layout of the common office to which 
accustomed for many 


we have been 


years. During the last several years 
our organization has developed a sit 
down counter in order to increase em- 
ployee efficiency and to allow the layout 
of the loan office in a narrow space. 

little work 
space is required behind the counter 
itself. 
it is possible to have a lobby, a counter 


For a small office very 
By using such an arrangement 


and a work space all in a room as nar 
row as 15 feet. 

A comparison of our experience in 
could be made between 
our offices in Lowell and 
Both of these offices have a little over 
1400 accounts. Lowell has a total of 
772 square feet of space in which it 
The Provi 


dence office, being an older office, was 


space-saving 


Prov idence. 


uses the sit-down counter. 


built with a conventional counter and 
Both offices 


have the same number of closing rooms. 


required 1152 square feet. 


This indicates a total saving of some 
380 square feet of space due to the use 
It is evident that 
if you are paying, say $2.50 per square 


of a smaller counter. 


foot to rent office space, 
of $912.00 a year in rental is worth 


your saving 
while. 

The May edition of the National Con 
sumer Finance Association’s magazine, 
Tue Consumer Finance News, has an 
article on this counter written by Mr. 
L. M. Curtiss, a vice president of our 
company. If you are interested in sav 
ing rent, securing better locations and 
decreasing walking and increasing the 
efficiency of your employees, | suggest 
that you read this article. 

(re delinquents getting more difficult 


CONSUMER FINANCE NEWS 





Looking at a cross section 
of 170 offices in 139 cities in 18 states, 
we find that the percentage of accounts 


to remove ? 


removed from our delinquent summary 
for the past 9 months has varied but 
little. 


in relation to the number of working 


What variations did exist were 
days in a month. So far there has not 
developed any significant change in the 
percentage of collections. 

I need not point out to you that ex 
cessive length of strikes will ultimately 
produce delinquency and delinquency 
produces losses. It is significant that the 
habits of borrowers over the period of 
the past 20 years have not changed. As 
a group of accounts become delinquent, 
you can be sure that a certain percent 
age of this delinquency will become a 
loss. For example, if you have $5,000 
(ene month or more) delinquency in 
your office at the beginning of the 
month, the law of averages indicates 
that 50° will be collectible without 
loss. A portion of the balance of $2500 
will substantially suffer 

I have had the opportunity over many 
years to examine loan offices that do a 
combination business of lending and 
buying sales finance paper. In analyz 
ing the earnings of these offices. I be 
lieve that the sales finance department 
does not produc e an adequate return on 
the money invested. It usually takes 
more employees to handle finance ac 
counts than it takes to handle lean ac 
counts; furthermore, the gross rate of 
return is seldom ever the same. We 
have come to the conclusion that (1) it 
is not necessary that you have such a 
joint operation; and (2) if there be 
some specific reason for having such a 
combination office that the amount of 
sales finance paper be limited to ap- 
proximately 25% of the total receivables 
of the office. 
sales finance paper becomes larger than 


It appears that when the 


this figure, it becomes too expensive to 
handle. Of course. if you are buying 
sales finance paper as a major policy of 
your business then, of course, the gross 
rate should be adequate to cover the 
expenses and give you a fair return on 
your investment. If you are buying 
sales finance paper for the purpose of 
securing customers for your loan de- 
partment then you have a different situ 
ation In many respects. 

I'd like to offer this observation with 
respect to exchange bureaus. It is our 
policy to become a member of ex- 
change bureaus, or to help form ex 
changes in any city with a sufficient 
number of licensees to support and 
maintain such exchange. We believe 
that exchanges are very helpful and tend 
towards unification of the industry in 
the « arrying out of our code of ethics. 

We believe that an exchange should 
be a clearing house whereby all mem- 
bers are required to record the data on 
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every loan made—such as name, ad 
dress, occupation, family status and 
other pertinent data. Thus any appli 
cant for a loan with a member will be 
made known to any and all members, on 
application to the exchange, with the 
idea and for the same purpose as any 
other credit information on a prospe 

tive borrower is obtained. 

We firmly believe that the principle of 
good business practice is to limit loans 
to a borrower to any amount which he 
can readily repay. However, we be 
lieve that the policy of the particular 
company and the judgment of its man 
ager must be the sole guide as to 
whether the applicant should receive a 
loan and as to whether or not the loan 
would be in the best interests of the bor- 
rower with ample protection to this com 
pany as well as to a competing com 
pany if multiple loan status is a 
consideration, 

We are opposed to the principle ot 
super-government or super-management 
of our offices by authorizing, under a 
regulation, any officers, board or major 
ity membership to restrict in any way 
the number of loans or type of loan 
which may be made to any applicant. 

\ problem in operations which re 
quires the careful attention of execu- 
tives is the handling of bankruptcy ac 
counts. Do not make light of the 
Bankruptcy Law which forbids you to 
threaten to oppose a bankrupt dis- 
charge. You should direct your per 
sonnel so they will never promise not to 
oppose a bankrupt discharge in order 
that the person pay his note or give a 
new note. Regardless of how subtle 
your manager may be in talking with a 
bankrupt about his debt, it still may be 
construed in court that by inference he 
did threaten to oppose the bankrupt 
discharge unless he agreed to pay his 
debt. 

If your personnel must talk with a 
bankrupt be sure that there are other 
witnesses present who can testify that no 
It is still better to 
have your lecal attorney handle the 
with the bankrupt’s attorney. 


|. | ace CoePeeanoe 


fers PRE SiDENT ow SMITH 


Qe | sae 
2 


threats were made. 


matter 





While you will be delayed in the colle 
tion of the account, it is far better to be 
prudent and use legal methods to en 
force payment without jeopardizing 
your personnel or yourself. After all. 
even though the bankrupt does obtain 
a discharge, you are not barred from 
suing him in the state court if he has 
secured his loan through false pretenses 
or false r 
In connection I might add that all 
local attorneys who handle matters fot 


epresentation, 


your company should be members of the 


Law Forum of the National Consumer 
Finance Association if for no other 
reason than that they secure the Law 
Forum Bulletin periodically, in which 
are cited decisions on cases involving 
consumer finance companies. 

I will be able to hit only the high- 
lights of executive controls in connec- 
tion with the financial operations of any 
I know that compliance with 
these figures produces an excellent bal 


company. 


ance sheet and income statement. 

First a satisfactory balance can be 
kept with your line banks and sufficient 
cash can be kept on hand if your total 
cash is about 10% of your total assets. 

Secondly, the per cent of reserve for 
losses against notes receivable depends 
on experience. Some companies use 
three-year experience, others five years. 
and still others guess at it. I believe 
over the next few years the Internal 
Revenue Department will lay down a 
fixed rule. based on experience, in order 
to determine the per cent of loss reserve 
you will be permitted to use as a deduc 
tion on your income tax return. 

I wonder how many of you know— if 
you are on a cash basis for charge offs 
that you may switch to an accrual 
method for bad debt reserve and secure 
two deductions during the year of your 
change? That is, you will be permitted 
to deduct the actual charge offs during 
the year plus the amount necessary to 
set up the proper reserve, based on your 
The actual tax saving can 
be very important depending on the size 


experience. 


of your receivables. 

Third. a consumer credit business 
must be a liquid business and therefore 
current assets should seldom be less 
than 97° of your total assets. 

Fourth, the ratio of current assets to 
current liabilities should not be less 
than two times. 

Fifth, in the loan business the percent- 
age of monthly principal cash collec- 
tions to monthly outstandings should 
not be less than 6°. You are not a 
very efficient operator if it runs to 
more than 810%. 

Sixth, some bankers have the view- 
point that the liquidation period of your 
total unsubordinated debt should not 
exceed 9 months. This figure was taken 
out of the sky. But since most of the 


Continued on Page 14) 
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How Banks Are Faring In Consumer Credit 


By CLYDE WILLIAM PHELPS 


Dr Phelps is Professor of Economics 
at the University of Southern California 
The Commercial & Financial 
Chronicle, \ew York City, has gra 

/ granted us permisston 


erously 


fo re 


, 
int this article 


During the war a great many articles 


were published on consumer credit as 
i postwar commercial 
banks Perhaps it is not too soon to 
take a look at banks 
making out in the consumer 
field their 


prospects 


opportunity tor 


how have been 
instalment 
to consider future 


loan and 


The Progress Made 
That banks have dene a good job in 
from the 
until the de 
Thirties that banks 


instalment 


consumer credit is 


record It 


pression of the early 


apparent 
was not atter 


began to enter the consumer 
loan business in appreciable numbers 
At the end of 1941, as the United States 
involved in World War Il, the 
amount of consumer instalment 
was $1,858 


banks 


became 
total 
million 


held 


outstanding 
Of this 


loans 
amount the $78 
million. or 42 

After -ag 


point in 1943. total consumer instalment 


ging during the war to a lo 


outstanding rese to $3,529 mil 


loans 
lion by mid-1949. The banks’ share had 
risen to $1.837 million, or 52 The re 


divided 


institutions is 


mainder among the other 


lending 


hnance 


Was 
follows con 


companies, $827 million 


sumer 
credit 
banks 


companies 


unions, $347 million: industrial 


$219 million: industrial loan 


$167 million miscellaneous 
million 
end of 1941 to the 


instalment 


lenders. $132 
From the 


of 1949 


middle 

loan out 
banks in 
billion dollars 


by $1.053, to be speethe or by 134 


consume! 

ot commercial 
ised by more than a 
for all institutions 
$1.671 million, or 99 
banks have 


position in the consumer 


held 


is clear that the risen to 
i commanding 


nstalment loan 
The Future Prospects 
the banks 


What have the 


ir from 


it position in the 
banks to hope 
competition 7° The real 


competition which banks face. and will 
continue to 
other banks 


companies ind the 


contront, ts competition trom 
not trom consumer finance 
other nonbank 
Ivpes of ¢ agen 


Phe 


that a bank may hope to gain will come, 


onsumer lending 


increased consumer loan business 


from the 
those 


as it does now, fundamentally 
bank's 


have 


who 


banks 


own customers and 


been customers of other 
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and from the growing prosperity of that 
class of people who can meet bank re 
quirements 
consumer credit business of the banks 
has been accompanied, not by a reduc 
tion, but by a striking increase in the 
business of each of the other types of 


consumer lending institutions 


The theory of consumer lending may 
appear to be that every lender is com 
peting with every other lender in town 
The fact is that 


the different types of lending agencies 


for the same business. 


are serving different classes of people 
which do not significantly overlap It 
banks 
have nothing to fear from the operations 
credit 
types of 


is because of this situation that 


of consumer finance companies, 


unions, and other nonbank 
lending agencies. 


the “competition” in 


point regarding the nature of 


consumer loans 
A clear under 
make banks 
jobs that their pet 
sonal loan departments are doing. and 


merits some discussion 


standing of it will more 


satisfied with the 
may serve to protect managers of such 
de partments from unjustihed criticism 
”y bank officials. 

lake, for example, the case of the 
finance 
to that 
of the banks in the consumer instalment 
field An official may 
why his bank has apparently 
job of taking this 
business away from the companies 


business done by the consumer 


companies, which is next in size 


loan 
know 


fallen down on the 


want to 


The manager ol the bank’s personal 
loan department can correctly answer 


that banks taken 


already they wouldn't really want. The 


what the havent 


business of the consumer finance com 


into large 


panies indeed runs figures 


but after all what is it composed of fA 
considerable portion of | it 


20 to 


represents 
150 dollars 


source of 


small loans of from 


loss to a 


whole portfolio generally 


would he a 
ind the 


which 


bank 


“You have a very annoying habit of 
starting a sentence and finishing it” 


The notable growth in the 


presents more risk than a bank, lend 
ing depositors’ money. could profitably 
assume. 

In short. the banks and the 
panies serve different classes of people, 


com 


and the overlapping of these classes 
real 
very small, probably around 5 to 10° 
of the number of borrowers involved 

But what of the 


the only zone of competition is 


trend in state legis 
lation to permit consumer finance com 
panies to make loans in excess of $300 
the old legal maximum established for 
back in 19167 
Will not this development cut into the 


small loan companies 


consumer instalment loan business of 


the banks? 


It is impossible to see serious com 


petition for the banks from this develop 
ment for the simple reason that the 


rates charged by the companies on 


large as well as small loans are of 
necessity higher than the charges made 


by banks 


but he does not fear competitors who 


One may tear a price cutter. 


have to price their services higher than 
his Most of the loans above $300 that 
the consumer finance companies can get 
banks 


and 


are those whic h 
risky to 


constitute 
by the 


consider too 
accept therefore do not 
business lost to 


banks 
\s to the other types of lending in 


competition 


stitutions in. the instalment 
loan field, the 
petition is much the same 


banks 


panies 


consumer 
story with regard to com 
The indus 
trial industrial loan 


and com 


have never attained much im 


numbers or in volume of 
though the 
back in 191] 


been a tendency for many of these inst 


portance in 


business even movement 


started way and there has 
tutions during the past decade to trans 
themselves regular 


banks Phe 


very different classes of borrowers 


form Inte commer 


cial miscellaneous lenders 
serve 
than those who are qualified to borrow 
from the 
banks. 


is limited by 


personal loan departments of 
and the business of credit unions 
of the method 


of operation involved in cooperative or 


the nature 
ganizations 


Conclusion 
Banks 


consumer 


to dominate the 
loan field. There 
competition, but this 
competition will be fundamentally bank 


will continue 
instalment 
is and will be, 
against bank rather than banks against 
other 
this 


will 


consumer lenders. In 


bank 


the true costs of its 


types ot 
inter-bank 
need to know 


competition each 


consumer instalment loan operations so 


that its business may be conducted at a 
profit. 
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New Committee Has Been Born 


Industry Advertising Men Will Offer Important 
Cooperation to NCFA Members 


Hal Wagner 


A new NCFA Committee has been 
born! 

The “cradle” meeting of the newly 
created Advertising Committee was held 
in Chicago, January 6th. The un 
checked enthusiasm displayed by the 
members un 


Advertising Committee 


questionably indicates that extremely 


valuable cooperation, advertisingwise. 
is in store for every member company 
of the National Consumer Finance As 
sociation. large and small. 

Now that some of the top advertising 
men of our industry will combine their 
efforts to go 


forward, shoulder-to 


shoulder, to elevate and improve out 
industry-wide advertising future. 


NCFA 


added valuable benefits from his mem 


every 
member can look forward to 


bership participation 

The Advertising Committee has set 
its sights high: its programs far-reach 
ing: its ultimate goal all-embracing 
Every NCFA member who has anything 
to do with advertising. from a one-office 
operation to chain operators, will later 
be invited to me mbership in the all 
portant. newly proposed Advertising 
Forum. 
vertising agencies employed by mem 


Direct contact men of ad 


ber companies will be eligible for asso 
ciate membership as well as producers 
and printers of syndicated advertising 
The new, proposed Adver- 
tising Forum is under way. Watch 
it! It will go places! 


materials. 


Hal Wagner, Local Loan Company, 
Chicago. is chairman of the Advertising 
Committee lentative chairmen. mem 


bers of the Advertising Committee, have 


FEBRUARY, 1950 


been appointed to four important, hard- 
hitting committees. They are: Irving S. 
Michelman, Security Finance Company, 
Inc.. New York, Program and Pub- 
licity Committee; J. J. 
Jr.. Employees Credit Corporation. New 
York. and William 
Bankers Management Corporation. Wil 
mington, Membership Committee; 
Harry W. Gibson, Capital Finance Cor 
poration, Columbus, and S. E. 
Public 
Advertising Practice and Ethies 
Committee; Newell T. Schwin, House- 
hold Finance 
Publication Committee. 

The March issue of the Vews will 
publish complete and important infor 


Crimmins, 


Singer, Security 


Risley. 


Loan Corporation, St. Louis, 


Corporation, Chicago, 


mation about this first big industry 
Watch for it! It 


will be important to you. 


news of the year. 


Another extremely vital function will 
be periodical distribution to all Forum 
official Advertising 

This should be 


“must” reading for every 


members of the 
Forum publication. 
person re 


sponsible for advertising. 


> 
New Books 


Practical Methods for Improving 
Your Business Operations 


The proceedings of the round table 
discussions on business operations at 
the 35th convention of National Con 
sumer Finance Association at Los An 
geles on September 28, 1949, have now 
been published. A copy has been dis 
tributed to each member office of the 
\ssociation as a service to members 

The printed booklet carries the text 
of the addresses and discussions of the 
four round tables. The subjects and 


speakers are as follows 


Harry W. Gib 


STATEMENT OF THEME: 


No. 1: Cuecxine Your Own Over 


ATIONS 
Shopper — Service and Telephone 
Checking: Perle C. James 
Internal Controls: E. A. Smith 
Exchange Bureaus—The Limited Ex 
change: Theodore N. Burke. 
Unlimited 
Mansfield. 


Bureaus —The 
Russell C. 


7 xe hange 
Exchange 
No. 2: Improvince INTERVIEWING 
Interviews with Loan 
W. H. Dyas. 
Public Relations Interviews: M. E. 
Lerch. 


Applicants: 


Interviews with Job Applicants: 


Thomas B. Perry. 
No. 3: Bumping New Business 


New Business from Advertising 

Hal Wagner. 

New Business through Outside Con 
tacts: W. P. Rucklos. 

New Business through Recommends: 
H. G. Simms. 


No. 4 


Wages and Hours: Joseph E. Newton. 

Anti-Trust Cases: William B. Paul 
Jr. 

Allocation of Net Income for State 
Tax Purposes: John E. Peterson. 


Bank 


Sources: 


Lecat Propiems 


Instructions re 
Bryan Purteet. 
Uniform Commercial Code: Charles 


S. Kelly 


Operating 
ruptcy: 


Additional copies may be purchased 
by members at 50 cents per copy. The 


price to non-members is $1.00 per copy 


Small Loan Laws of the 
United States 


The Pollak Foundation has released 
the eighth edition of its well known 
pamphlet on Small Loan Laws of the 
United States. This latest edition bears 
a date line of November 1, 1949. The 
first edition came out in 1939. For 
more than ten years the Foundation has 
maintained continuous research and 
publication of its studies in the develop 
ment and status of regulation in the 
consumer finance field. 

\ principal feature of this edition is 
an illustrative map showing by contrast 
in marking the status of regulation ia 
each state, classified as (1) effective 
regulation, (2) partially effective, (3) 
largely or wholly inoperative laws, and 
(4) no small loan laws. Other con 
tents discuss the enactments of laws 
since 1916 and the new Model Con 
Finance Act of National Con 


sumer Finance Association, the essen 


sumer 


tials of an effective small loan law. its 
principal provisions as currently effec 
tive in the several states, and a table 
of maximum rates allowable. 

Che authors point out that six states 
are without small loan laws and that 
loan shark operations still prevail in 
these states. Highlight review of oper 


ations in regulated states shows in 
sharp contrast to the unregulated oper 
ations. The urban population is served 
well by the licensed consumer finance 
companies 

The book closes with a discussion of 
present status of small loan laws and of 
recent trends in consumer credit legis 
lation. A bibliography for further study 
and reading is appended. 

Available at Pollak Foundation, 
Jaffrey, New Hampshire, at 20 cents 


per copy or $15.00 per hundred copies. 
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Rewards of Service 


Interstate Finance Corporation of 
Evansville has announced the promo 
tion of four of its executives who were 
elected by the Board of Directors on 
December 15, 1949. 
combined service records of 100 years. 


Alvin W. 


Director of Finance and Discount Oper 


The four men have 


Kapperman, Interstate 
ations and former 
secretary of — the 
corporation, was 
elected vice presi 
dent of Interstate 
Mr. Kapperman 
has been identified 
with Interstate 
since 1926: was 
elected 
in 1945 and has been a member of the 
Directorate since 1948 


Kapperman 
secretary 


Succeeding Mr. Kapperman as secre 
Directors elected 
Thomas B Mever 


Interstate Person 


tary, the Board of 


nel Director for 

the past four 

y years. Mr. Meyer. 

who addressed the 

NCFA_ convention 

at French Lick. 

Indiana, in 1947 

meyer and the Michigan. 

Ohio and Indiana conventions the fol 

lowing year, has been associated with 
Interstate since 1936. 

Directors of Evansville Morris Plan 

wholly-owned subsidiary 

of Interstate Fi 


nance Corpora 


Company, a 


tion, promoted 
Ray A. Elmendorf 
president 
Morris 
Elmen 


to vice 
of the 
Plan. Mr 
dorf is general 
Elmendorf manager of the 
subsidiary com 
pany and has been connected with 
the operation for twenty-eight years 
William A. Miedreich, assistant gen 
eral manager of Morris Plan and head 
of the Retail Fi 
nance Depart 
ment, was elected 
to the secretary 
post to succeed 
Mr Elmendorf 
Mr. Miedreich has 
been with Inter 
Miedreich state and its sub 
sidiary for the 
past nineteen years 
Interstate officers re-elected by the 
Board for the coming year are: Rich 


ard E. Meier 


stidt, executive vice president; 


president: John T. Rim 
Alvin 
DeWitt, 


Ortmevyer 


Eades, vice president; Roy FE 
treasurer; and Edmund f 
corporation counsel. 
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School People Praise Every Seventh Family 


By CURTIS A. WILLIAMS 


Vr. Williams is Executive Vice Presi 


dent of the Pennsylvania Consumer 


Finance Association. 


The National Consumer Finance As 
sociation has every right to be pleased 
with the 
Every Seventh 


ceived. 


manner in which the film. 
Family, is being re 
The Association richly deserves 
hearty congratulations of the entire in 
dustry 

This is in the nature of a report to 
the national office on the progress of 
the picture in Pennsylvania since the 
close of the 1949 
That marked the beginning of 


summer vacation 
period. 
our second promotion campaign. Last 
spring when the film was first ready for 
general distribution, we  circularized 
Pennsylvania licensees, even those not 
members of either of our associations. 
telling them about it, where and how to 
office 


bookings with local 


obtain it. Our alert member 
managers got 
groups where they had connections. In 
that manner, perhaps, the picture got 
about as good a run in Pennsylvania as 
it did elsewhere. W ce have received ex- 
cellent reports of its reception by such 
groups as Rotary. Kiwanis. and Lions 
clubs. In fact. no unfavorable reaction 
to it has come from any source. 

The results in Pennsylvania, however. 
that we believe will be most gratifying 
to the men who have put so much into 
producing and promoting the picture 
are those obtained through the special 
folder put out by the Pennsylvania As 
sociation. The folder has been widely 
distributed so that leaders of the indus 
try are familiar with it. It also was 
given to the association membership, a 
number of copies to each office with a 
covering Red-Flash Bulletin urging that 
they be put into the hands of key peo 
ple of the community. 

The most effective promotion work 
done with this attractive piece of liter 
ature, however, was through a joint 
project with Modern Talking Picture 
Service. They have on their private 
mailing list about 3.000 schools, firms. 
institutions that have the 
Our folder 
went out to all on that list about Sep 
1949, timed to reach the 
schools after their fall opening. 


and other 
lomm projector equipment. 


tember 15, 


Between that time and the writing of 
this report, more than 130 Pennsylvania 
hookings have been reported, including 
about 100 high schools. When notice of 
a booking is received in the Pennsyl 
vania Association office, one or more of 
our members near where the picture is 
to be shown are notified giving the name 
of the person who may be contacted. 


The booking notices are filed in ou 
office chronologically with respect to the 
date of the showing. We write to the 
person who placed the order immedi 
ately after the showing to inquire how 
it was received, how it might be ap 
praised as a medium of visual educa 
tion, a project in consumer education, 
recommended 


and if it would be 


to other groups. We are collecting 
quite a sheaf of fine testimonials, with 
out a word, so far. of adverse criticism. 


We are thinking 


years announcement on the 


already of next 
picture, 
especially for schools. It will surely 
carry some of these choice letters from 
schools that have used it this year. 


Reports of Other Showings 


Public 


called on a superintendent of schools 


One of our Relations men 


in a Pennsylvania city. In his report 
he said, “Mr. T. said he majored 
in economics and also taught business 
in high schools prior to coming here 
three years ago, and for a long time he 
didn’t look upon our business with any 
approval. 

“He said his mind was changed when 
he saw the picture Every Seventh Fam 
ily, which had been shown before the 
He thought soe 
well of this showing that he arranged 


Rotary Club recently. 


for its use in some of his high school 
classes.” 
To: Mr. Heggland 
Subject: “Every Seventh Family” 

On December 12th I 
movie, Every Seventh Family, at the 
Quincy, Massachusetts, grammar school 


showed the 


to the Parent-Teachers Association. 

There were roughly 125 members of 
that association present. 

I would like to add that an educa- 
tional discussion took place and by the 
time the meeting had ended, we were 
sure that many of these people were 
impressed with the service that con 
sumer credit plays in our every-day life. 


Household Finance Corporation. 


Fifty American Legion Posts in Cook 
County. Illinois, will see Every Seventh 
Family. This 
been arranged by John R. Corcoran. 
William T. 
Christian, Household Finance Corpora 
tion. and Hal Wagner. 


Company. 


splendid program has 


Time 


Finance ( ompany. 


Local Loan 
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In Memoriam 


Fred H. Lovegrove 








Fred H. Lovegrove. president of 
the Mutual System, Inc. Bridge 
port, Connecticut, died in Sara 
seta, Florida, on January 2, 1950. 
He was one of the charter mem- 
bers of the Board of Directors of 
the National Consumer Finance 
Association after it was created 
by a constitutional amendment 
in 1929 and he served continu 
ously from that time until his 
resignation in September, 1949. 
He was a recipient of the Asso 
ciation’s Honor Award at the 1947 
convention. 

Mr Lovegrove Was born in 
Bridgeport on December 27. 1889. 
He lived on Hidden Brook Farm 
in Redding. Connecticut, where 
he was active in community and 
civic affairs and was a member of 
the vestry of the Christ Episcopal 
Church. 

In recent years. he had always 
enjoyed a winter vacation in 
Florida. This year his stay at 
Sarasota was terminated by his 
untimely death. The body was 
returned to the family home in 
Bridgeport for memorial service 
and burial. 

In accordance with his ex 
pressed wish, contributions in 
his memory were sent to the 
American Heart Association in- 
stead of the usual floral tributes. 
He is survived by his wife, three 
children and three grandchildren. 
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Bureaus Awarded 
Honor Medal 


The Vational Consumer Finance 1s 
sociation is one of the sponsors of the 
Consumer Education Study school pro 


gram. 


Freedoms Foundation, Inc., recently 
awarded a gold honor medal to the 
Association of Better Business Bureaus 
Inc., for its Consumer Education Study 
school program as initiated and di 
rected by the National Better Business 
Bureau. Inc. The medal was presented 
vy Kenneth Dale Wells, foundation ex 
ecutive vice president, to John R. Buck 
ley. vice chairman of the Association's 
Board of Governors, at a recent lunch- 
eon meeting of the National Bureau's 
Board of Directors at the Waldorf 
Astoria Hotel, New York. 

The Freedoms Foundation gold honor 
medal is one of a hundred which will 
be presented during January and Feb 
ruary to American individuals and or 
ganizations in recognition of their con 
tributions to the American way of life 
by “speaking up for freedom” in many 
avenues of everyday experience. The 
1949 awards winners were first an 
nounced at Valley Forge. Pennsylvania. 
November 21. Harold E. Stassen, presi 
dent of the University of Pennsylvania, 
headed the Awards Jury. 


Program in 7th Year 


The Association of Better Business 
Bureaus’ school program, now in its 
seventh year, was developed by the Na 
tional Better Business Bureau under the 
guidance of Howard M. Cool, its direc 
tor of education, in cooperation with the 
National Association of Secondary 
School Principals. Dr. Thomas H. 
Briggs. professor-emeritus, Teachers 
College. Columbia University, has di 
rected the Consumer Education Study 


since its inception. 


Raise Over Half-Million 


More than $500,000 has been raised 
by the National Bureau in the past 
seven years to underwrite the study in 
the preparation of textbooks which are 
designed to overcome economic illiter 
acy by teaching the “economic facts of 
life.” Eleven textbooks have been pub 
lished to date and over 500,000 of them 
are now in use in two thousand high 
schools throughout the United States 

The school program is being ex- 
panded by the Association of Better 
Business Bureaus through the coopera 
tive facilities of its ninety member or 
ganizations. <A_ state-wide pilot pro 
gram by the Better Business Bureau of 
Texas is now entering its second year 


and another such program is being in- 
itiated in New Jersey, according to Vic 
tor H. Nyberg. Association president. 
Textbooks published to date include 
“Buying Insurance” 
“Learning to Use Advertising” 
“The Consumer and the Law” 
“Using Standards and Labels” 


“Using Consumer Credit” 


I'wo new textbooks covering produc 
tion and distribution are being prepared 
by the National Association of Second 


ary School Principals. 


Customer Guide Lines 
By J. W. SMITH 


Capital Finance Corporation is using 
a novel innovation with which it is well 
pleased. 

“Mr. Jones, please follow the green 
line to Room Number 4 and have a 
seat.” 

Just as simple as that, Mr. Jones gets 
to where you want him to be as illus- 
trated by the accompanying pictures. 

The line is hidden by the swinging 
gate until it is opened (with a smile) 
by the receptionist. The line leads the 
customers, without an escort, down the 
aisle and around a right-angled path 
into the semi private interview rooms. 
It also guides them out again after they 
have been served. 

This simple and effective way of get- 
ting people in and out of closing rooms 
is very helpful in a long room where 
the floor plan provides that the mana 
gers office be located in the center of 
the room between the private interview 
rooms and the work room. 

It is especially helpful if the recep 
tionist or the cashier cannot leave the 
counter at the moment to escort the 


customer. 
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State Finance 


A Pioneer in the Consumer Finance Field 


The following is a partial reprint of 


an article published in lowa Business 
and Industry Magazine: 


In 1897 a young man named Jacob 

Levitt, armed with foresight and a few 

hundred dollars 

plus additional 

money he was able 

to borrow from 

his banker and 

friends, opened a 

one-room office in 

the Y oungerman 

Building at Fifth 

Jacob Levitt and Mulberry in 
Des Moines 

The objective Mr Levitt visualized 

was to enable persons of modest income 

and small earning capacity. to have 

some place to go to get the small leans 

they might need. His idea was to serve 

deserving wage earners who did not 

possess the security required on loans 

by banks 
Jacob Levitt’s idea, which he pio 
neered, proved sound and his small com 


pany prospered. During the past 52 
years he has seen State Finance Com 
pany grow from that single room to its 
present 34.000 square feet of office 


space. 


State Finance Building 


This year the company moved inte its 
own building at 207 Ninth Street. What 
was formerly the Beattie Building has 
been completely remodeled into mod 
ern, air-conditioned office quarters and 
renamed the State Finance Building 

Ellis 1. Levitt 


associated with the company in 1912 


Jacob's son, hecame 


and was named president of the organi 
zation in 1946. 

In many respects the history of this 
2-year old lowa firm parallels the his 
tory of the instalment lending business. 
\s the industry grew, State Finance 
Company, through the efforts of em 
ployer and employee, also expanded. 

State Finance Company has always 
strongly supported the Uniform Small 
Loan Laws. without which borrowers 
could be subjected to unreasonable and 
unscrupulous charge by unregulated 
lenders 

State Finance Company now opet 
ates 33 branches in 11 states, each of 
which has statutes patterned after these 
model Uniform Small Loan Laws sug 
gested by the Russell sage Foundation 
and providing a rate of charge which 
assures the borrower of small sums a 
fair deal. Its service extends annually 
into the homes of more than 60.000 
families, and during the past 52 years 
the company has been of service to 
more than one and one-half million 
individuals 

The suecess of every enterprise is the 
reflection of the men and women who 
their vision, their 
Much of the 


success of State Finance Company can 


create and manage it 


character, their courage 


be attributed directly to the present 
officers of the organization. These are 
Jacob Levitt, chairman of the board of 
directors; Ellis L Levitt, 
H W Krasne. vice president: J R 
Wolf, treasurer; and John E. Peterson 
Approximately 450) em 


president 


secretary 
ployees serve the company’s many cus 
tomers 

Thus, State Finance Company. from 
a typical small beginning. has won its 
way into the circle of lowa’s larger and 


successful businesses 


Ellis Levitt John Peterson 
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Consumer Loans— 
Better Workers 


In helping to solve personal financial 
problems, modern lenders also benefit 
industry by making better workers of 
those they aid, Donald P. Jones, Sun 
Oil Company Comptroller, said at a 
dinrer for a group of industrial person 
nel men at the Corinthian Yacht Club, 
Essington, Pennsylvania. 

Reviewing the sometimes harsh sys 
tems that prevailed in the early history 
of money lending, Mr. Jones said that 
the evolution which has occurred in the 
means of handling debt is an indication 
of the increasing social consciousness 
which is in evidence throughout business 
and government. 

“Of all the things a man can find to 
worry about, the most common and yet 
the most burdensome is the lack of 
money,” Mr. Jones declared. 

Sometimes debts pile up because of 
unforeseen emergencies, he said. or a 
family is thrown “off-balance” by eco 
nomic movements quite outside of their 
control 

“But a ‘little recession” or ‘readjust 
ment’ can be anything but little to a 
family that’s 
mouth.” he added. “And once the nag- 


ging. gnawing debts start to pile up on 


living from hand to 


a man. he can soon feel that he’s caught 
in a bed of quicksand; he can't see his 
way out. He gets ulcers: he snarls at 
his children; and he’s no good on his 
ob 

‘When Joe Smith comes to work in 
the morning, he brings along with him 
into the shop not only the set of skills 
he was hired for but also all the per 
sonal feelings——all the personal prob 
lems—-that he’s been living with over 


night.” Mr 


‘The fact that we recognize the ex 


Jones continued 


istence of these problems is in itself, 
proof of our growing social conscious 
ness.” he told the personnel men. “The 
fact that the lenders also recognize 
these problems and are trying to do 
something about them is a sure sign 
that they are also living in the present 
ind are not static 

‘A great need exists not only from 
the point of view of giving individuals 
aid in their financial problems for their 
own sake. but also as a means of mak 
ing those individuals better workers for 
industry.” Mr 


always the case in our free enterprise 


Jones asserted. “As is 


system. those who recognize such a need 
and actively try to satisfy it. alse bene 
fit themselves.” 


* 
We have committed the Golden Rule 
to memory: let us now commit it to 


life.--Edwin Markham. 


CONSUMER FINANCE NEWS 





Personalities 


W. Hulse 


Francis 


Francis W. Hulse, supervision di 
the State Finance 
headquarters in 


rector of Loan and 


Corporation, with 
Washington, D. C.. has what may prove 
to be a unique record of service in the 
At the age 


years in 


consumer finance business 
of 40 he 
the business behind him 

Mr. Hulse 
1909. and started to work for the First 
Industrial Bankers of Mt 
Maryland. in 


graduated 


has a career of 


was born on Nove mber 15 
Rainier, 


1925, He 


business 


February 
two-vear 
1926 and later 


Washing 


from a 
course in high school in 
attended 
ton. D. ¢ He 


correspor 


business college in 
also took the two-year 
idence offered at that 
Industrial Lenders Techni 
and studied at Hick 
Public 


Course 
time by the 
Institute. Inc 
mans School of 
Washington 
These 
curricular 
working at the 
Hi- 


been 


cal 
Speak ne im 
the wav of extra 
Mr. Hulse 


time 


were all in 
activities as Was 
samt 


has 


finance 


entire business experience 


with various consumer 
He joined the State 


Corporation in 1936 as 


ompantes Loan 


and Fin 


manager of 


ince 


one of its offices and has 
been with them ever since that time 

Mr. Hulse belongs to the Holy Name 
Society and St Recreational 


Athletic 


beth organizations. He 


le resa s 


and Association and is very 


active in mat 
ried Charlotte Frey and they have a six 


teen-vear-old) daughter whe attends 
Notre Academy 
It seems especially fitting that Mr 


Hulse should be the subject of our “Per 


Dame 


sonalities” column in the month of his 


25th anniversary in the business. 
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; WENTY Years Agoin the News & 


Personal Finance News, February 1930 


National Officers, 1929-1930: 
President, Albert P. Snite; Vice President, T. M. Kauf- 
man; Executive Vice President, W. Frank Persons; 
Treasurer, T. J. Harrison; Secretary, Edgar F. Fowler 


DEPOSITS vs. CAPITAL 


Those who believe in cheap consumer credit attack the rate of the 
present lenders. It is a psychological factor that brings the attack. 

These people believe that since banks can lend at 6 per cent—except, 
of course, when the call market goes to 12 or more—individuals should 
for not much more. Somehow 


be able to borrow 6 per cent seems to 


be fixed as a fair rate. But what is there in the nature of banking 
operations that has made this possible? 

The bank extends loans up to five and ten times its capital and surplus; 
the lender is limited to his own capital. With a capital and surplus of 
a million, the one may lend between five and ten millions of dollars and 
receive 6 per cent on that amount; the other can lend only a million. 


If the first must charge 6 per cent it is obvious that the second cannot. 
Georg Filip tti, Ph.D., in Personnel. 


Wr 7 OTe 


In West Virginia now is being unfolded the tragedy of another legis- 
lative experiment with uneconomic price fixing by statutory decree. 
And tragedy it is—with the arena of human affairs serving as the labora- 
tory and human beings taking the place of supine guinea pigs. 

Always pitiable, it is another monument to the fatal influence of 
emotion, disregarding the simplest economic principles. But the price 
is so high, reckoned as it is in terms of West Virginia fathers who can 
trom 


only “grit their teeth and watch their families suffer” privation, 


eviction, foreclosures, and blacklisted credit—the eternal handmaidens 


ot the unsettlement ot personal finance service in any modern community. 
RSTO OY 


M. E. Bristow, 


ginia, lists the principal benefits which, in his opinion, have accrued to 


State Commissioner of Banking and Insurance of Vir- 


the state through the existence of small loan companies: 


The law fixes a definite maximum rate, W hereas the financial 


(1) 
“bootlegger”” would charge any rate to which an individual loan seeker 
would agree 

(2) The law attracts a better class of loan executives to this type of 
community service. 

3) The public is protected by bonds filed by the licensed companies. 


(4) The small Wage earner 1s enabled to borrow money for pressing 


needs with the assurance that he will deal with responsible people. 
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Business-Industry-Educeation 


Days in Michigan 


[wo more successful Business-[ndus 
try-Education Days have been held in 
Michigan with the participation of the 
Finance Associa 
1949, the Mich 
Muskegon 


Lenders Exchange joined the 69 othet 


Michigan Consumer 

tion. On October 31, 
igan Association and the 
participating business and industrial 
concerns in conducting the BIE Day at 
Muskegon, Michigan. C. W. Bemer 
Muskegon schools 


was chairman of the joint committe 


superintendent of 


which handled arrangements for the all 
day program. Mr. Bemer hailed the 
day as an outstanding success and de 
cidedly beneficial in providing local edu 
cators a first-hand view of the local econ 
omy and the training requirements of 
local business and industrial concerns 
Industrial and business leaders also were 
enthusiastic over the success of the day. 
Visitations were held at the business lo 
cations Forum discussions. factory 
and store tours, and participation pro 
grams for teachers were among the 
highlights. 

An example of this all-out effort was 
the elaborate program sponsored by 
the Muskegon Lenders Exchange for 
20 educators. Following visits to a 
number of loan firms, the teachers 
heard talks by leaders in the finance 
field in Michigan. Dr. Robert W. Kelso, 
retired director of the Institute of So 
cial Work, University of Michigan. dis 


cussed the topic, “Business and Educa 


Dr. Kelso at BIE Day 


Stake in One Another,” 
at a luncheon in the Occidental Hotel. 
Other 
phases of consumer finance, included 
Russell J 


of the Michigan Consumer Finance As 


tion—Their 


speakers, outlining various 


Darling, executive director 


sociation; Norman Snyder, field super 
visor of Personal Finance Company: 
William Koepke. public relations di 
rector of Household Finance Corpora- 
tion, and Earl F. 
president of the Michigan Association. 

November 9, 1949, was BIE Day at 
Grand Rapids. Michigan. where a simi 


Ganschow, retiring 


lar program and sponsorship resulted 
in outstanding success and benefits to 
business. The 


teachers and Grand 


Rapids Lenders Exchange. with the 
help and assistance of the Michigan 
\ssociation, conducted a most success 


ful program 
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In both these BIE Day 


outstanding speakers discussed the con 


programs, 


sumer finance business, its operating 
policies and procedures. its relation 
ship to the public and its operation in 
the public interest. Particular em 
phasis was placed upon relationships 
with customers. with employees, with 
investors and with the opinion forming 
public. The annual report of the Bank 
ing Commissioner for the preceding 
year was discussed in detail. 

These BIE Days have been most suc 
cessful in promoting an understanding 
of the consumer finance business in the 
minds of school officials and teachers. 
With the full cooperation and partici 
pation by all phases of business in a 
community, teachers are enabled to see 
business in actual operation and to 
profit by an actual demonstration of the 
essential functions served by business 
in the community. A _ better apprecia 
tion of the American institution of free 
enterprise arises naturally out of fuller 
understanding of the relationships which 
prevail in a community. 


Federal Reserve Publications 


The following publications contain 
statistical information which may be of 
interest to members. They may be ob- 
tained from the Division of Adminis 
Board of Governors 
of the Federal Reserve System. Wash 


ington 25, D. C. 


trative Services, 


Where a charge is 
indicated, remittance should be made 
payable to the order of the Board of 
Governors of the Federal Reserve Sys 
tem. 

Banking Studies. 
papers on banking and monetary sub- 
jects by members of the Board's staff. 
$1.00 per copy. 

Federal Reserve Bulletin 


monthly. Subscription price is $2.00 


Comprising 17 


Issued 


per year or 20 cents per copy 

Feder al Re serve Charts on Bank 
Credit, Money Rates and Business. 
Issued monthly. $9.00 per year or $1.00 
per copy 

Consumer Credit. Issued monthly. 

Consumer Instalment Credits of Com 
mercial Banks. Issued monthly. 

Consumer Instalment Loans of the 
Principal Types of Financial Institu 


tions. Issued monthly. 


Medical scientists are reluctant to 
make definite predictions. but generally 
they admit that life will be increasingly 
free from physical ills. However. some 
mental ills will remain. for even in the 
haleyon year of 2000, forecasters say. 
there will be taxes and bills to pay, and 


just as many visiting in-laws as in ‘50. 
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State Association Activities 





Ohio 


C. H. Cook, G. Bilenkin and L. J. Laut 


The Ohio Association’s 34th Annual 
Meeting at the Hotel Carter, Cleveland, 
received the whole-hearted approval 
of all attending. This was evidenced 
by a record attendance of over 600 
at the various sessions, luncheons, and 
at the banquet. Enthusiasm ran high 
from the Monte Carlo type fellowship 
party on Tuesday evening, November 
8. until the closing luncheon on Thurs- 
day.-November 10. 

At the business meeting on Wednes- 
day morning. November 9, the member- 
ship re-elected the present Board of 
Directors, plus 5 additional members 
in accordance with an amendment to the 
Association’s Constitution adopted at 
the Spring Meeting in Toledo. 

The new directors are: Ray Fair, 
H. Dale Henderson, Lloyd J. Laut, 
Joseph B. Powers, and Paul G. Pollack. 

The new Board, in turn, re-elected 
the Association's officers: president, Gil 
bert Bilenkin: vice president, Charles 
H. Cook; secretary-treasurer, Lloyd J. 
Laut; general counsel, A. W. Geis 
singer, and executive secretary. Daniel 
W. De Hayes. 

The morning session opened with a 
heart-warming speech of welcome de 
livered by E. M. Van Seoyk, Chairman 
of Public Relations District 8 and presi- 
dent of the Cleveland Small Loan Ex- 
change. 

Harold Tom, manager, Credit Bureau 
of Zanesville. in his keynote address, 
urged the membership to adopt the con- 
vention theme in their own respective 
businesses and thus meet the challenge 
of their changing economy. Mr. Tom 
told the delegates that they should be 
alert to the opinions of three important 
groups in their respective communities ; 
namely, their competitors, other credit 
granters, and their office associates who, 
by their actions and words, determine 
in a large measure what the public 
knows and thinks about the small loan 


business. 
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At the conclusion of Mr. Tom’s ad 
dress, President Bilenkin presented the 
speaker with a plaque and commended 
him for his untiring efforts to bring 
about a closer feeling of cooperation 
and mutual understanding between the 
credit granters of the state. 

Association business followed, start- 
ing with the secretary-treasurer’s re 
port to the membership on the financial 
status of the association. Lloyd J. Laut 
struck a happy note when he stated that 
the association had lived within its bud- 
get during the year. and because of an 
increase in membership, was able to 
accelerate its public relations activities. 

Charles Cook, our 
“Veep”, related how he had been called 
upon to address service clubs over the 


association's 


state on the small loan business, and 
how this had afforded him an oppor- 
tunity to present, on several occasions, 
the motion picture “Every Seventh Fam- 
ily.” 

Bilenkin’s report on his 
activities during the past year, gave 


President 


assurance to the membership that the 
affairsof the association were in good or 
der. He pointed out that membership 
in the association had increased from 
160 on January | to 500, and is now at 
an all-time high. 

A. W. 


of the association, advised that the mo- 


Geissinger. general counsel 


tion picture “Money to Loan” had been 
withdrawn from Ohio circulation by 
the Department of Education. Slide 
and Film Division. This action was the 
result of the very splendid cooperation 
of Ernest Cornell, Chief of the Division 
of Securities, and Fred Bailey, loan 
The picture was not at all 
factual as related to the loan business, 


supervisor. 


and, therefore, was not in anywise 
suited for exhibition in the public 
schools of the state, where it had been 
exhibited. 

The executive secretary reported on 
the public relations activities of the 
association during the year, and an 
nounced as the new 1950 theme “Let's 
Sell America.” Mr. De Hayes told the 
membership that the association is em- 
barking on a program which has great 
public relations potentials, and one in 
which it is placing our country ahead 
of our business. 

Wednesday's second morning session 
found delegates listening to addresses 
from Ernest Cornell, Chief of the Ohio 
Division of Securities, and from L. J. 
Ingram. president, Capital Finance Cor- 
poration, 

At the conclusion of Mr. Cornell's 
address, Ray Fair, president, Fair Fi 
nance Company, the presiding chair- 
man, presented Mr. Cornell with a 


plaque. Mr. Fair complimented Mr. 
Cornell, the administrator of the Ohio 
Small Loan Act, on his spirit of fair 
play in handling matters of interest to 
individual licensees and to the indus 
try as a whole. 

The invocation at the Wednesday 
luncheon was given by the Very Rever 
end Frederick E. Welfle. S.J... Ph.D.. 
president of John Carroll University, 
Cleveland. Then Kirts Osborne, presi 
dent, Modern Finance Company, the 
presiding officer, introduced the lunch 
eon speaker, Carl Taylor, president, 
Waukesha State Bank, Waukesha, Wis- 
consin. Mr. Taylor's serious presenta 
tion of the topic “America Tomorrow” 
stunned his audience. Delegates left 
the session deeply impressed with the 
importance of his subject matter, his 
sincerity, and by his masterful delivery. 

On Wednesday afternoon, operational 
How 
Good Interviewing Can Improve Opera- 
tions,” “New Business 
Through Advertising and Sales,” and 
“Collection Procedures During Periods 
of Distress.” Moderators were Wilson 
Kemp, Security Bankers Management 
Corporation, Paul Kelly, Kelly & Lamb 
Advertising Agency, and H. Dale Hen 
derson, American Investment Company, 


panels were held on the topics 


Sources of 


LOWEST PRICE 





INTEREST TABLES 


for Small Loan Companies 





$] 3-50 each 


(Some rates above $300 $18.50 each) 
Stand with built-in Time Finder $11 


(No need to buy a new stand if your rate changes) 


* 

Accurate to the penny— Quick and 
simple in operation—Easy for new 
employeesto use—Sturdy, durable, 

Hundreds of satisfied users, in- 
cluding Household Finance, Public 
Loan,Commonwealth Loan, Liberty 
Loan, and other chain and inde- 
pendent companies. 
1 DAYS FREE TRIAL 

ORDER ONE TODAY! 


JOHN DICKINSON SCHNEIDER 
833 North Orleans Street + Chicago 10, Illinois 


NOTE BMP No dealers—no salesmen -we 
sell by mail only to keep our prices down. 
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of Illinois, respectively. Each of the 
panels contributed to the thinking and 
the planning of the members who 


attended these concurrent sessions. 
Under the able directions of the modera 
tors, the panels brought such enthu 
siastic comment and discussion from 
members who requested help, and those 
who had the answers, that adjournment 
was delayed in all three, and the meet 
ings continued in informal gre ups about 
the lobby of the Hotel Carter 

The annual banquet, with President 
Bilenkin presiding, was the climax of 
an eventful day. Following an invo 
cation by Rabbi Alan A. Green. D.D.. 
Rabbi of Temple Emanu El. Cleveland, 
Paul Selby 
National Consumer Finance 
tion, installed the 1950 board of direc 


Mr. Selby 


charged them with their obligations. 


execulive vice president 


Associa 
tors and association officers 


and reminded them that their re-ele 
tion was an expression of the member's 
confidence in them and their judgment 
Responding on behalf of the board and 
the officers, President Bilenkin accepted 
the challenge of Mr. Selby. and pledged 
the association to a vigorous program of 
Americanism in 1950 

These presentations were followed by 
an entertaining address from Tom 
Collins, Public Relations Director, City 
National Bank and Trust Company 
Kansas City, Missouri. 

Thursday morning's session, presided 
over by Ray Day. vice president, Ohio 
Loan & Discount Company, was a work 
shop session on operational techniques 
“Satisfied Customers in 30 Seconds” 


was the optimistic promise of Dan J 


Griffin, director, Finance Business 
Forms Company, Chicago. Fred G. 
Schoonover, executive vice president, 
City Loan and Savings Company, dis 
cussed “Competitive Relations.” Daniel 
Molnar, divisional manager, Willmark 
Service System, reviewed the advantages 
to be obtained from the use of pro 
fessional shopping service by a small 
loan organization. 

Newly re-elected President Gil Bil 
enkin presided at the closing luncheon. 

The highlight of the closing session 
was the perfectly timed address on op 
Flack. 
Adver 
tising. Sunshine Biscuits, Inc.. Long 
Island City, New York. Mr. Flack sent 


every member home with new 


timism by “Sunshine” Gene 


Sales Counsel and Director of 


vigor, 
confidence, and the resolve that Ke will 
do a better job of selling his business 


in the days to come. 


Executive Operating 
Guidance 


Continued trom Page 5) 


companies can liquidate their debts in 
less than 9 months, this does not seem 
to be important at the moment. 

Have you often wondered what per 
cent of lines of credit with banks should 
be left open? Well, we find the mini 
mum is 25°: 334° would be safer 
and 50° places you in an enviable 
position. 

Credit is becoming more available to 


Money 


rates have softened and will continue 


consumer credit companies. 


until the Federal Reserve Banks again 


To Better Service The Industry 


WE NOW OFFER 


OFFSET BALANCE FINANCING 


increase your 


ance companies. 





KIRK A. LANDON 


AND ASSOCIATES 


Our companies offer time deposits 
made with your bank that serve to 
borrowing 
enhance your credit standing 


MAY WE HELP YOU 
SOLVE YOUR FINANCIAL PROBLEMS? 


We are also placing long-term All correspondence treated in 
debenture loans with insur- strict confidence. 


phone today. 


line and 


Write us or 





SERVICE OFFICES IN 


MAMAS CTF OO 
nm 4n® Cae 


LANDON BUILDING - MIAMI 32, FLORIDA 


Telephone 9-1001 


increase bank reserves. 

We believe that good efficient opera 
tion of a chain organization should pro 
duce a net income of 25° of your gross 
income. If you do not make this during 
the year 1949, you have in inadequate 
gross or your expenses are too high. If 
you make more than this, then you are 
not paying enough compensation to your 
employees. It has been my experience 
when an organization pays out in com 
pensation more than 25% of its gross 
income that it lacks proper executive 
controls, perhaps has more employees 
than really needed. or salaries are out 
Stockholders 
are not securing their fair division. 


of line with the market. 

If your compensation is less than 25° 
of your gross and your net is more than 
25% of your gross, then go home and 
raise your salaries, or give your person 
nel some greater benefits than you are 
now giving them. Increase the benefits 
of your hospitalization plan, increase the 
benefits of your retirement plan. make 
your profit-sharing plan a little larger, 
increase the amount of life insurance 
carried by each employee and add a 
part of your income to the employee's 
contribution. 

If this sounds strange to you, do not 
consider me radical for | believe that I 
can satisfactorily demonstrate the wis 
dom of such long term thinking. 

It is remarkable how the financial 
structure of a company develops when 
it has demonstrated over a number of 
years the wisdom of its management 
and earning record. I am sure that not 
so many years ago executives in this in 
dustry did not foresee the degree of in 
terest. which institutions, other than 
banks, would take in their companies. 
During recent years. many financial ex 
perts, analysts, and financial officers of 
institutions have studied the business to 
the extent that they gladly participate 
wholly or in part, in a financial issue of 
a consumer finance company. 

We are glad to say that more than a 
dozen of the largest life insurance com 
panies in the world own securities in our 
company Numerous foundations, 
churches. colleges and endowment funds 
also own securities in our company 

rheir interest in our financial struc 
tures permits preferred stock, long term 
note issues, and subordinated note is 
sues. all of which are, to a more or less 
degree. leverage money for the ultimate 
benefit of common stockholders and the 
employee of the company. 

We are sure that the companies thus 
far selected by these large financial in 
stitutions for investment of funds will 
demonstrate their ability to handle these 
funds, satisfactorily and profitably, so 
that other consumer finance companies 
may secure the benefits of our 


pioneering. 
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Selection of Personnel and 
Operating Efficiency 


Mr. Wiese is employment supervisor 
of House hold Finance ef orporation, 

Basically, personnel operating effici 
ency is the result of stable, productive 
and satisfied personnel. As a former 
manager of a small loan office, I believe 
I can appreciate the value of a staff 
that has the aforementioned qualities 
and I know a poor staff can affect the 
production and growth of any loan 
offic e. 

To achieve stable. productive and 
satisfied personnel, we must have a 
series of things. First, an adequate 
selection policy and procedure. Sec 
ondly, an adequate training program, 
and third, the internal policies of the 
firm must be such that they will result 
While I partici- 


pate in establishing a training program. 


in satisfied personnel. 


my own work lies more in the actual 
selection procedures followed by our 
company and it is about selection in 
relation to operating efficiency that | 
would like to talk. 

Accurate prediction of job success, 
whichever you 


or proper selection, 


wish to call it, will result in—first, in- 
creased individual production; second, 
reduced turnover; third, improved em- 
ployee morale as a result of reduced 
turnover and stable working conditions. 
We have found that to achieve stable, 
productive and satisfied personnel 
through selection, it is necessary not 
only to evaluate what the employee can 
do but what he will do. In other words, 
does he have the intent to work as well 
as the ability to do the work? Techni 
cal know-how, skills, intelligence, and 
similar basic equipment are not enough 
in an applicant. It is essential that we 
select people who will make adequate 


Whether or 


not they will is largely dependent on 


use of their basic skills. 


their character traits, motivation and 
maturity. To find these traits in an 
applicant, we work on the assumption 
that selection is prediction and that 
prediction should be based on facts. 
We in the loan business should be past 
masters at getting facts because I know 
there is not a man in this room who 
would make or turn down a loan with 
out having adequate facts about the 
prospective borrower. This is no dif 
ferent than selecting employees. With 
the loan applicant we want to know if 
he can pay and if he will pay. With 
the job applicant we want to know if 
he can do the work and if he will do the 
work. 

To make this prediction, we have to 
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consider the appearance and manner 
isms of the applicant. his availability, 
his intelligence, experience, and_ skill 
or knowledge he has. We also want to 
know what character traits he has. 
What motivation does he have to work: 
is he a mature individual? Reviewing 
these factors | would say that his ap 
pearance, availability, intelligence. and 
experience are indications of what he 
can do: while his character traits, moti 
vation, and maturity should be indica 
tive of what he will do. To determine 
what the man can do we depend on pet 
sonal observation, the application form, 


We can 


also check his previous employers, his 


and simple intelligence tests. 


school, and neighbors to get an idea of 
what the man has done. However, let's 
not depend on “to whom it may con- 
cern” letters. 

It is my opinion that the man’s ability 
to do the job is not the hardest thing 
to determine when you are interviewing 
an applicant, because most of us know 
what is required by the position we are 
filling. It is the intent to do the job 
that presents the difficulty. 
the intent or the “will to do the job,” 


To get to 


the first thing to consider is the char- 
acter traits we are looking for: such as 
stability, industry, perseverance, loyalty, 
ability to get along with others. leader- 
ship, and self-reliance. To determine 
whether he has these traits we can ex- 
amine his record. Has he remained on 
previous jobs until there has been a 
logical reason for leaving? Has he 
remained in the same type of work or is 
he the type of man who bounces around 
from one job to another with no aim 


or pattern? Does his work record indi- 


, 


cate industry? Has he always used his 
time to the greatest advantage? Has 
he had long lapses of employment? Is 
his idle time productively spent? Does 
he persevere and complete things he 
starts or does he drift by the wayside 
and choose an easier but less satisfac 
tory path? Is he loyal to those people 
by whom he was employed, or does he 
tear them down in one way or another? 
Did he like the people he worked with 
or is he a “lone wolf”? Does he indi 
cate that he would rather be all out for 
himself and have no desire to consider 
others? Has he 
leadership in groups, clubs, school activ 


shown evidence of 


ities, and is he self-reliant? Has he 
achieved what he has by his own efforts 
or have things been handed to him? 

All of these factors can be determined 
in an interview by considering his early 
home life, environment, his domestic 
and social situation, his work and school 
record, and if a veteran, his service 
record. I am a firm believer that what 
a man will do can be determined by 
what he has done. Basic habit patterns 
rarely change. 

The other “will do” factor is the 
man’s motivation. Why does he want 
to work? Is it because of economic 
security to support himself and his fam- 


ily? 


Is it because he wants recognition 
of what he does? Is it his desire to 
excel others and be something that they 
cannot? Is it his desire to become a 
draftsman or skilled man within a field? 
Is it his desire to acquire or to get 
something, or, is it his desire to serve? 

Basically, all of us have some or all 
of those motivating factors and we have 
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to look for them to determine whether 
or not the job will satisfy them. Pos 
sibly these motivating desires are being 
If so, 
why should he stay on your job? The 


satisfied by off the job activities. 


man who has an independent income 
does not have to work for money, and 
you can draw a similar parallel on any 
other of the factors mentioned. The 
last “will do” trait or intent is that of 
maturity which means—-has the man 
outgrown most of his childish traits? 
Complete maturity is practically non 
existent but by immature adults we 


mean children who have deve loped 
physically and intelligently but who 
have retained the infant’s outlook on 
life and self-control. 


This is evidenced in adults by extremes 


incapacity tor 


in dependence, selfishness, pleasure 
mindedness, disregard for consequences, 
wishful thinking, show-off tendencies, 
lack of self-discipline, and lack of re- 
sponsibilty. You will usually find these 
extreme traits in men who have been 
overprotected during their youth, pos 
sibly as the child of a large family or 
raised by grandparents; he may have 
been sickly, parents might have been 
overindulgent, or he has just not learned 
to get along with other people. Most of 
us through contact with others have the 
biggest part of these traits knocked out 
of us at an early age. 

Mr. Yudin mentioned that tests had 
been developed that will aid the lay 
man in uncovering most of the traits 
mentioned and possibly some others 
that were not. However, I feel that 
these tests are not for the untrained 
person to administer and interpret and 
unless used by trained personnel or 
under clinical conditions they will not 
serve the purpose for which they were 
intended. | know that selection is a 
hard job and I think that any aids that 
can be used to find what we are looking 
for in men are welcome but for the most 
part, selection boils down to your pre- 
diction of the man’s success based on 
facts you obtain from him and from 
others with whom he has been asso 


ciated 





DIRECT MAIL AIDS 
for the LOAN BUSINESS 
* SPECIAL INSERTS, BLOTTERS 
® DELINQUENT NOTICES 
* CREDIT CARDS 
* MAILING PIECES 

Write for Samples 


DUNCAN PRINTING 
Corporation 
Ralph E. Duncan, Pres 
714 North Capitol Avenue 
INDIANAPOLIS 4, INDIANA 











Less Credit Used 


The people of the United States have 
been using less credit in their purchases 
in 1949 than in 1948, according to a 
statement issued recently by the Board 
of Directors of the Retail Credit Insti 
tute of America, meeting at Washing 
ton, through W. E. Kimbrell, chairman. 
Mr. Kimbrell is president of Kimbrell’s, 
Ine... Charlotte, North Carolina furniture 
merchants. 

“It is erroneous to be misled by the 
recent talk of rising “credit outstand 
ings’ into thinking that this means peo- 
ple are buying wildly on credit terms,” 
the report states. 

“The fact is that after several war 
years in which the people bought on 
very short credit terms, today they are 
writing contracts calling for complete 
payment in four to six months longer 
periods than they were a year or two 
ago. It is this slowing ‘pay out’ which 
keeps accounts on the retailers’ books 
longer, hence makes them show up in 
despite the fact that each 
month customers are writing less new 


larger totals 


credit, dollarwise, than a year ago. 

“This is very simple but almost never 
analyzed,” explained Mr. Kimbrell. 
“For instance if a year ago a store wrote 
$1000 of new credit on its books each 
month and average accounts paid out in 
five months, the highest peak of ‘credit 
outstanding’ for this retailer would 
reach $3000, This is true because in 
the fifth month the retailer would have 
on his books $1000 of current new busi- 
ness plus an $800 remainder from the 
previous month on which $200 now has 
been paid, plus $600 in accounts two 
months old, $400 in accounts three 
months old, and $200 in those four 
months old. Accounts five months old 
would have been paid in full. The 
$1000, $800, $600, $400, and $200 add 
up to a total ‘outstanding’ of $3000. So 
long as conditions remain the same, 
the firm’s accounts receivables would 
remain at this $3000 peak. 

“However, if later this retailer writes 
only $800 of new accounts each month. 
but the accounts pay out in eight months 
instead of five, at the end of the eight 
months he would have on his books by 
the same figuring $800, $700, $600, $500, 
$400, $300, $200, and $100, a total of 
$3600 

“This shows how a retailer doing 20% 
less business writing 20° less new 
credit each month than a year ago, today 
finds his total book credit outstanding 
20% higher than it was; comparing as 
above, the new $3600 total to the old 
$3000 peak. 

“What is true of the single retailer in 
this illustration is equally true of the 
Mr. Kimbrell 


said. “Sales are down today. far less 


nation’s retail business.” 


than a year ago. For a great many 
reasons no one would want them to go 
any lower. And consumers are paying 
in smaller monthly payments, taking a 
few more months to pay out their ac 
counts. The result is, that it takes more 
business capital today to finance credit 
When the Fed- 
eral Reserve statistics show higher in 
today this 


sales than a year ago. 


stalment sales ‘outstanding,’ 
actually reflects shrinking business, not 
public splurging to buy on credit. This 
is true at present, of sales in jewelry, 
furniture, electrical appliances and most 
of the durables we buy, except perhaps 

automobiles.” Mr. Kimbrell con 
tinued. 

“The proof of all this is found in the 
Federal Reserve figures themselves. For 
instance the Twelfth District, San Fran- 
cisco area shows home furnishings sales 
thus far in 1949 are 19% under 1948. 
But credit receivables are up. The ex 
planation is clear, as | have explained 
above.” said Mr. Kimbrell, “but ‘in 
spired’ statements seem never to com- 
bine sales data with credit data. for 
obvious reasons.” 

The Retail Credit Institute of Amer- 
ica, of which Mr. Kimbrell is chairman. 
is a membership organization of the 
owners of retail stores in every trade. 
in forty-four states and Canada, who 
have decided it is their obligation and 
good business to bring to the American 
consumer the reassurance of a complete 
continuing research into every phase of 
“consumer credit”; a sound national 
program of education for the wiser, 
safer use of credit by the people. 


Professor Sumner H. Slichter. noted 
Harvard economist, predicts that by "80 
the U. S. 
175 million, a working force of 


will have a population of 


“9+ 
je 


Pe 
million, an output of goods and services 
amounting to $416 billion, and a 30-hr. 
work week.—American Farm Bureau 


Fed. News Letter. 
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A Glance at What They Are Doing 


Joseph R. Gwinn, member of the 
Board of Directors of the National As 
sociation and president of Peoples Fi 
nance Service, Inc., has opened a new 
office in Traverse City. Michigan. It 
is a new type with no desks in the work 
room, as can be seen from the accom 
panying picture. The woodwork and 
furniture are blond and the walls dusty 
rose, making a _ cheerful, attractive 
office. On the opening day the office re 
ceived floral tributes from business as- 
sociates and had about 60 visitors 
Gerald E. Culman, a 
Traverse City, has been made manager 


native of 


The Iowa Association of Small 
Loan Companies in taking inventory 
reports many assets and few liabilities. 
First among the assets is the loyal 
cooperation that the association and 
its officers receives from its members 
Another asset looming large on the 
books is the courteous assistance and 
cooperation which the association has 
had from the Commissioner of Finance 
and his employees during the past year. 
Among the liabilities is the obligation 
This will 


be the association’s prime objective for 


to improve public relations. 


the coming year and it has recom 
mended that each member make a firm 
resolve to do everything within his 
power to sell the small loan industry 
as an important part of its community's 
commerce and industry. 


Francis J. Conway, president and 
general manager of the Thorp Finance 
Corporation, has announced the acquisi 
tion through purchase of the Chippewa 
Valley Securities Company of Chippewa 
Falls. Wisconsin, the transaction involv 
dollars. The 


Chippewa Valley Securities Company 


ing one half million 
was organized in 1925 and has been 
active for years in automobile and ap 
pliance financing throughout the north 
Lately it 


has engaged extensively in the general 


west section of Wisconsin. 


loan business and managing farm auc 
tion sales. The business of the com 
pany will be transferred to the various 
offices operating in 


Thorp branch 


Chippewa Falls and in the northwest 
Thorp Finance 
Corporation operates 36 branch offices 


ern part of the state. 


throughout Wisconsin. The home office 
is located in Thorp. 

At the H. W. Gibson residence. 
St. Nicholas in the guise of one of Uncle 
Sam’s postmen rang the bell and de 
Shakes 


peare casting rod, reel and line to 


livered an Inglis (Canada) 
Harry W. Gibson. Director of Consumer 
Relations, Capital Finance Corporation. 

It was first prize for the largest small- 
mouth bass (5 Ibs.. 12 0z.) caught dur 
ing 1949 in the Highlands of Haliburton 
Harry readily ad 
mits that his prize-winning fish turned 


(Ontario. Canada). 


out to be a lot of hard work—for his 
wife, Margaret. had caught a big one 
(5 Ibs., 2 0z.), runner-up in the contest. 
on the first day they arrived at High 
land Lodge. His catch was snagged two 
weeks later and was pretty much a des 
peration measure in self-defense—for 
fisher-woman Margaret was allegedly 
getting mighty hard to “live with” by 
that time. 


In Louisville four organizations 
will be merged into one effective Jan 
uary 1, 1950. 
being consolidated are the Louisville 
Board of Trade, Retail Merchants Asso 
ciation, Louisville Area Development 


The four organizations 


Association and the Convention Bureau. 
The new organization will be known 
as the Louisville Chamber of Commerce. 
The officers will be as follows: Luther 
Stein, chairman; Thomas A. Ballan 
tine. vice chairman; Hanford Smith, 
vice chairman; Arnold H. Levy, treas- 
urer; Andrew’ Broaddus. 
Joshua B. Everett. coordinator; Ken 


secretary; 


neth P. Vinsel, executive vice president. 

The executive vice president of the 
Chamber appointed Harry Clanter 
as chairman of the special committee 
to enroll the consumer finance com 
1 am 
happy to announce that I have turned 


panies operating in Louisville. 


over to the Louisville Chamber of Com 
merce membership enrollment cards for 
the thirty-one offices operating in Louis 
ville. Therefore, our industry in Louis- 
ville is represented 100° as charter 
members in the new Louisville Cham- 
ber of Commerce. 


B. Haddon Davenport, president 
of the Rex Loan Company, Carbondale, 
Illinois and president of the Illinois 
Consumer Finance Association, and 
Clarence C. Wyckoff, president of 
the Effingham Finance Company, Effing- 
ham, Illinois, and former president of 
the Illinois Consumer Finance Associa- 
tion, recently did some hunting at Olive 
Branch, Illinois which is near Cairo, 
and shot some Canadian “honkers.” 
This is reported to be the largest con- 
centration of geese on any wild life 


refuge in the nation. 
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Better start 
doing this to part of 
N your money 


‘— 


You KNOw how money is! 

Today it’s in your hand, and the 
next day it isn’t! 

A lot of people, however, have 
found an excellent way to make 
certain they will have money when 
they need it most. 


They salt away part of their pay 
each week in U.S. Savings Bonds 
through the Payroll Savings Plan 
where they work. 


They know that saving this way 
assures them of the money for a 
down payment on a new home...a 
new car... or retirement when the 
time comes. 

Furthermore, in ten years they get 
back $4 for every $3 invested in 
U.S. Savings Bonds. 


Why don’t YOU start saving money 
regularly and automatically where 
you work, or at your bank through 
the Bond-A-Month Plan? 


Automatic saving is 
sure saving — 


U.S. Savings Bonds 
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